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AND PAINT AND WALL PAPER DEALER

Justifying recommendations, our skill in
building up the consumer's desire for the
paint job, our skill in accurately figuring
and. explaining estimates of price. We
have a “fair” rating as concerns our gen-
eral personal appearance, our knowledge
of decortion and color schemes, our skill
in handling objections and difficulties.
However, we have a rating of “very poor™
in two of the most important angles of
our business~—that Is, our skill in sus-
gesting additional paint work and our
skill in actually closing the sale.

From these facts you can readily see
those elements which go to make up this
course. It is by no means a “cure-all.” It
contains no theory, pep talk, nor inspira-
tional preaching. But the course does
deal in a practical and straightforward
way with the specific sales problems
which you yourselves have in your daily
work., Tor instance, the course covers
siteh subjects as (1) understanding your
customers’ problems to the extent that
vou can determine the customers’ needs
and give practical .and helpful advice for
{vifilling such need.. ¥t coveTs aise the

watter of (2) the proper explanation of -

our product and our service to the con-
sumer; (3) how to get our service sold
praperly, how te sell our estimates and
proposals more effectively. It teaches us
(4) how o overcome sales difficnlties,
how to answer questions and objections,
how to deal with difficult situations and
how successfully to meet competition. It
trains us (5) in the ways to build up an
ever jnereasing business by making each
customer a satisfied one and a steady one.
Purther (6), we learn how to develop and
" tncredgse our business through the home
owner, the building contractor, the archi-
tect, efe. :
The course is divided into six units,
which come to you a month apart. These
upits are practical, readahle, and as a
matter of fact so interesting, that you
will really look forward to the one to
came next. Each book consists of only
ahout seventy pages, filled with typical
sales incidents and successful sales ideas
and methods. They are easy to read,
easy to understand, easy to apply. With
each unit is a sales case which is an exact
account of a typical interview with a
maperty owner in the seeking of a paint.
ing joh. This quiz is to be returned by
von, reviewed by a competent staff and
sont hack to you with 2 detailed analysis
o the sale and the proper answers. You
«iit llave td write nothing; it will be
necessary only to put check marks in
various blocks on the test sheet indicat-
fng your opinion regarding the various
slments going to make up the attempled
=ale. The cost of the course is $25, which,
inrldentally, is the same ag the cost of
e course for the traveling salesmen.
Further details and promotional matter
can he secured from the “Save the Snr-
face™ Campaign or from the officials of
vour association,

Reasons for Course

I you will bear with me a few minutes
tsnger, T would like to outline a mumber
! reasons for taking the course.

First, the officials of your association
save already subscribed to the course, as
b the officials of the International
Lacfoty,

Second, an organization in which you
have confidence and of which vou are an
fmportant part, the Save the Surface
Campaign, unreservedly vecommends the
conrse and urges that it be taken by all
ot ug, .

Third, the course is prepared by the
“wsl and most practical organization in
«ch work—tihe Business Training Cor-
toration, In addition, each unit is care-
faily gone over by a special commitiee of
memhers of various master painters’ asso-
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ciations to further check its practica-
bility.

Fourth, the course will make us all
better business men and better salesmen.
We can’'t help bhut improve ourselves,
our selling methods and our whale busi-
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ness situation by securing in a period of

six months, in an interesting and practi-

cal way, the combined methods of the

most successful master painters in the

country, resuiting from their many ysars .
of experience in the successful conduct

of their businesses.

Fifth, another reason, and a quite posi-
five one, is that our competitors in the
craft will take (his course and thus make
themselves better salesmen, consequently
making them still keener competitors.

Sixth, those companies in our industry
supplying you with your materials and
tools think so well of these courses that
they are not only insisting that their
own men take the salesman’s course, but
that eacht of these men urge all of his
customer friends among the painters to
take the painter's course. You will hear
daily from manufacturers’ salesmen who
call on you the story of these courses.
You will save a lot of your valuable time
and the breath of these salesmen by
promptly stopping their enthusiastic fiow
of reasons for all concerned taking these
courses by being one jump ahead of them
through having already subseribed.

Seventh, strictly from an investment
standpoint, the $25 involved could not be
better spent. You will agree with me that

-if, as a result of this course, you secure

just one additional job, even though it be
quite a small one, you will be amply ve-
paid for the investment you are making.

Lastly, because your association, with-
out knowing it, is now in what might be
fermed a “friendiy contest.” to the extent
that we Pennsylvanians, and particularly
we members of the Philadelphia Save the
Surface Salesmen’s Club hope to see the
Master Painters and Decorators Associa-
tion of Pennsylvania the first in the
country to have 100 per cent enrollment
of its members.

Soft White Lead

“Soft Paste White Lead™ was dis-
cussed in a paper which was prepared

by John Morrow. a contracting painter
of Pittsburgh. which was read to the
convention hy Secretary Stuart, as
follows:
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Softipasteni@iitetead is-pure white lead
ground, in lingeed ofl, and differs from
regulze-heavy paste white lead only ‘in
the-amount of oil which is used. Soft
paste white lead is of great intercst to
to the painter and has bheen put on the
market for his convenience and assist-
ance. In thig oduct.the painter is
sthe -same qual-
heavy paste
‘but withthe
paste is soft
{1y -he. broken

up.a eALELN

exyaé‘%\l%? [ efort.
result has been accomplished by using 2
small additional amount of pure linseed
oil in grinding the soft paste, and the
result is pure white lead-in-0il of soft
consistency, which can be poured from
the container and which can be broken
and mixed very rapidly.

Soft paste white lead {is substantially
the same as heavy paste white lead which
has had the first addition of oil in the
breaking-up process, and also is approxi-
mately the same as “Shop Lead,” with
which all painters are famijlar.

Soft'paste white lead contains about 13
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per cent of

Recause of the'sligh
of linseed oil in soft paste white lead, of

course, the mixing directions for soft

Paste are not guite the same as for heavy

paste, as part of the mixing ofl has

already heen added in the soft paste, and

the oil for thinming to brushing con-

sistency must be reduced accordingly.

When soft paste was first put on the
market it contained about 15 per cent of
linseed oil, but experience has shown that
15 per cent of oil is an excessive amount
and that 13 per cent is sufficient to pro-
duce the desired soft consistency. The
13 per cent paste seems to be ideal from
the painter’s point of view, and the for-
mula  has, therefore, been slightly -
changed. The soft paste white lead of-
fered to the trade during the coming
year will contain about 13 per cent of
linseed oil.

One hundred pounds of soft paste white
lead contains about three-quarters of a
gallon more linseed ofl than 100 pounds
of heavy paste white lead, and for that
reason all thinning formulas should be
changed so as to use about three-quarters
of a gallon less thinner with 100 pounds
of soft paste than is required for heavy
paste. The mixing directions for soft
paste white lead are asg follows:

NEW EXTERIOR WOOD

Priming Coat—
100 1hs,  Soft Paste. White Lead
31, TN TiRRRCd O
2 pgl§-Parpentine
1 pintDrier
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Second Coat—

180-1ps.  Soft Paste White Lead
% ai. “Yow Disecd On T
11,4 gals, 'J.‘utpentlm.

1 pint Drier
Finishing Coat—
100 1bs. Soft Paste Wmte Leaa

23 to 334 gals. Raw Lins
© 1 pin Turpentine
1 pint Drier
REPAINTING BXTERIOR WOOD
First Coat—
100 1bs. Soft Paste White Leua
1% gals. Raw Linseed Ol
2 gals. Turpentine
1 pint Drier
l-‘inishmg COat——

-

lby.  Soft Paste Whilu Leud
23 to BVI. .;;"als. Raw Linsced O H ‘I o
ng

Turpentine
‘1 pint Drier
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puchzsed separately.’

Soft paste ‘white lead is thinner than
heavy paste white lead and, of course,
requires somewhat less oil for reducing
to brushing consistency, for which reason
soft paste white lead thinned to brushing
consistency will produce a little less
paint than heavy paste white lead thinped

Use of the

“The Use of the Spray Gun” was
the subject of an address by C.
Ford, of Philadelphia, representing the
De VllblSS Manufacturing Company,
which was as follows:

NE of the primary objects in form-
ing organizations and associations
of business men, in identical ar al-

lied lines, is to solve the problems which
confront each industry, through the
varied experiences of individual members,
And a very large percentage of the bene-

-fits derived from a conveation of such

organizations, or associations, is through
“papers' prepared in a spirit of frank-
ness, as well as helpfulness, by men who
have had the necessary practical experi-
ence (sometimes sad, indeed), or who
have made an exhaustive investigation of
such experiences by other men. For,
after all, experience is still the great in-
structor to the open and receptive mind.

I have been assigned the subject of
“The Use of the Spray Gun and Its Prac-
ticability” largely, I assume, because of
& rather extensive experience {sad and
otherwise), and it’s a large order I assure
you.

I couldn’t hope to do it justice, but
what I have to relate will be facts from
experience and conclusions from observa-
tions over the past several years of spray
gun development and use.

1 propose ta speak the plain, un-
varpished truth, as I see it, realizing that
I am talking to practicel, competent, suc-
cessful craftsmen, and hoping that I may
help to clear the situation for some of
you, regarding a comparatively “new
angle” in the trade, concerning which
there ig still much of misconception, mis-
understanding and misinformation
abroad, '

As one of the pioneers in introducing
portable spray painting equipment, de-
signed and built by manufacturers for the
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it will beat%% same ih
es, his can easily be demon-

strated by the following example:

Heavy paste Goft paste.

Ibs, paste conznlm. L 8.25 1

Add thinning oil.... 5 .,al 2.75 t*:l

Tol.xl paint........ G.85 gal, 6.00 Bal.

1 s, paste costs. ..., . $18.25 13.28
lhlmxmg‘ oil ut §1 pe 4.¢l. ' ¥

COBLS suvaariannn 4.00 2.76

Totul Cost.. ... . S18T3 “$16.00

Cost per gal. ot pa $2.66
Both paints have the :.zune brushing
consistency and the same Wweight per
gallon. They both contain the same per-
centage of white lead and the same per-
centage of linseed oil,
Bécausswt the: sught additional amount
whily

coaters. For all other purposes, soft
paste white lead is just as suitable as
heavy paste white lead, and paints with
identically the same composition can be
made with both preducts.

For the painter’s convenieuce, soft
paste white lead is packed the same as
heavy paste, in 100-pound steel kegs and
in 56-pound, 25-pound and 12%-pound
steel pails.

use of cdntracting painters, .I can look
back upon some incidents during the past
five years of development which were
amusing and others which were near
tragic in their ultimate results, largely
due to the extravagant statements of man-
ufacturers and their representatives, as
to what could be done with this or that
particular “gun,” or, to be more chari-
table, perhaps I should say misdirected
advertising, over-enthusiazsm and over-
optimism, on the part of spray equipment
manufacturers and their representatives
in the field.

No doubt most, if not all, of you gentie.
men have leen told things about spray
guns and spray painting that you knew
were not so, or which proved to be im-
practical later on. But don’t criticize the
salesman too severely, or condemn the
manufacturer too bastily, In most in-
stances, the salesman was simply repeat-
ing his “sales talk,” while his employer
was perhaps not as fully informed as
could be desired, and probably neither of
them had any practical painting experi-
ence or knowledge, such as yours, to
guide him. All they knew, and all that
some of them know today, is what {nade-
quate tests, laboratory demonstrations and
seeming results, obtained in certain spe-
cific instances, indicate. And “believe
me” (with apologies to Mr. Kuehnle)
some of them have had their troubles.

Growth of Industry

When I first entered the field of sell-
ing spray painting equipment I could
count the manufacturers specializing in
that line on the fingers of one hand, and
not one of them had in its organization,
sa far as I know, anyone with a prac.
tical painter’s knowledge or experience.
They knew very little, if anything, about
the characteristics of paint materfals or
their proper application, especially to ex-
terior surfaces.

THE PAINTERS MAGAZ

I remember a “testimonial” in th
erature of one such concern from :
called “painter,” ’way up North s
where, who wrote that he had just
ished painting the exterior of se
frame residences, with his new s
painting outfit, in weather condl
which prohibited ordinary hand-b
work because the thermometer show
temperature only a little above zero~
he got a perfect job., Of course, yo
know what would happen to the y
on those housey if applied by ham
such circumstances, and I merely 1
to add that no spray gun ever made
prevent pature’s self-assertions, But
inference iy, that if you ever wan
paint exteriors in zero weather, just
vide yourself with a spray painting o
and “go to it.”

Then, again, you" ve probably all 1
told, very earnestly and sincerely,
the spray gun will take the place of
to eight brush hands, or that one 1
with a spray gun can cover five to
thousand square feet {or more) of
face per regular working day. Now
certain circumstances, this is correct,
“try and do it” on the average, as
brush hands' average is figured and
tained.

It iy quite possible to do exterior sp

" painting in freezing weather, if you d

care what happens to your reputatiox
an eflicient, reliable, dependable cre
man; and we have an operator or twe
our own orguanization who will turn
ten, tweive or fourteen thousand squ
feet of palnted surface in an ordin
working day “in certain circumstanc
But such “circumstances” occur v
rarely and form no logical, or practi
basis on which average spray paint
accomplishment can be based, and t
spray painting, in the field of the mas
painter, has been regrettably diseredii

Equipment Is Improved

But, just us so-called “mixed paint” ]
found its level and become a vecogni
tactor of more or less importance in ev.
master painter's business, especially
fiut wall paints, mill whites, ete., so -
spray gun is destined to function for
greater benefit as the gun and its auw
iary equipment is improved and renge
more practical, as operators are bet
trained and become more efficient, and
we cantractors reach a better understa;
ing of its “practicability,” meaning
possibilities and limitations. It has bo

Pleage bear in mind that I am n
talking to you about the portable, gene
painting purpose, spray gun outfit .
signed for the mastev painter’s use in}
contracting business. There caun be
question of the spray gun's adaptabili
unconditional acceptance and genui
merit as a means of economically coati
automobiles, furniture, toys, ete.

In the field of product finishing, it
supreme. It is as firmly established
a large majority of manufacturing plat
today as any other essential part of the
equipment,

And, incidentally, within the past ye
a number of small electric light soch
sprayers have been developed, one or &
of which are moderately pactical, efficiel
economical tools for certain light dul
painting which is so costly, slow and ge
erally upsatisfactory when done by hau
and no modern paint shop is complete
and properly equipped without one
more of these little machines.

However, here again history repeats
self, and most of the manufacturers, n
veing practical painters, as a rule, ha
consistently over-estimated and ow
stated the merits and possibilities of the
respective products; hence, some ¢

it




